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ABSTRACT 
The purpose of the study wasto investigate theinfluence of supplier relationship manage-
ment on procurement performance. The specific objectives of the study was to identify 
how value measurement affect procurement performance, technology, organization struc-
ture and collaboration affect procurement performance.The study findings are of great 
significance to Zaruq stores and the future researchers.The literature review provides the 
researcher with an explanation of the theoretical rationale of the problem being studied as 
well as what research has already been done and how the findings relate to the problem at 
hand.Descriptive research design was used for the study. The target population-
was52respondents,The research studyadopted census sampling technique. The data was 
collected by use of questionnaires, secondary data and annual reports and analyzed quan-
titatively and qualitatively. The results of analysis was presented in tables, graphs and 
charts. The study found out that value measurement affect procurement performance, ma-
jority of respondents who were 75%answered Yes as compared to 25% who answered 
No. Technology was indicated to affect procurement performance by 80% of the respon-
dents who answered Yes as compared to as compared to 20% who answered No. Organi-
zation structure was indicated to affect procurement performance which was indicated by 
85% of the respondents who answered Yes as compared to 15% who answered No. Col-
laboration greatly affect procurement performance as indicted by 92% of the respondents 
who answered Yes as compared to 8% of the respondents who answered No. The study 
concluded that value management was largely used by organizations to measure pro-
curement performance. Technology was not very well utilized by the organization to car-
ry out procurement activities which led to low efficiency hence negatively affecting pro-
curement performance. The organization structure determined how efficient the procure-
ment function conducted its activities, a complex organization structure led to inefficien-
cy in procurement activities. The study recommended that organizations should adopt 
value measurement a performance measure as a way of identifying suppliers. The organi-
zation should integrate procurement activities with modern technology to improve per-
formance of the procurement department. 
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DEFINATION OF OPERATIONAL TERMS 
Organization structure-    A structure that definesactivities such as task alloca-
tion, coordination and supervision are directed to-
ward the achievement of organizational aims. 
Supplier Collaboration-  Is a relationship where the supplier and the buyer 
work together. 
 
Technology- Technology is the collection of techniques, skills, 
methods and processused in the production of goods 
or services. 
Value Measurement- Is a tool that helps financial planners balance both. 
Identify and define value structure; Identify and de-
fine risk structure; Identify and – cost structure; Be-
gin documentation. 
  
CHAPTER ONE 
INTRODUCTION 
1.0 Introduction 
This introductory chapter focuses on the background of the study, statement of the problem, ob-
jectives of the study, research questions, and significance of the study, limitations, scope of the 
study. 
1.1 Background of the Study 
Supplier Relationship Management (SRM) plays an important role in the reduction of costs and 
the optimization of performance in industrial enterprises. Supplier Relationship Management is a 
comprehensive approach to managing an organization’s interactions with the firms that supply 
the products and services it uses. SRM is understood as the sourcing policy- based design of stra-
tegic and operational procurement processes as well as the configuration of the supplier man-
agement. Supplier relationship management (SRM) is the discipline of strategically planning for, 
and managing, all interactions with third party organizations that supply goods and/or services to 
an organization in order to maximize the value of those interactions. In practice, SRM entails 
creating closer, more collaborative relationships with key suppliers in order to uncover and real-
ize new value and reduce risk of failure (Buffington, Good & Lambert, 2007). 
 
In many fundamental ways, SRM is analogous to customer relationship management. Just as 
companies have multiple interactions over time with their customers, so too do they interact with 
suppliers negotiating contracts, purchasing, managing logistics and delivery, collaborating on 
product design, etc. The starting point for defining SRM is a recognition that these various inte-
ractions with suppliers are not discrete and independent – instead they are accurately and useful-
ly thought of as comprising a relationship, one which can and should be managed in a coordi-
nated fashion across functional and business unit touch-points, and throughout the relationship 
lifecycle (Athanasopoulou, 2009). 
 
  
SRM necessitates a consistency of approach and a defined set of behaviors that foster trust over 
time. Effective SRM requires not only institutionalizing new ways of collaborating with key 
suppliers, but also actively dismantling existing policies and practices that can impede collabora-
tion and limit the potential value that can be derived from key supplier relationships.  At the 
same time, SRM should entail reciprocal changes in processes and policies at suppliers. The 
SRM office and supply chain function are typically responsible for defining the SRM gover-
nance model, which includes a clear and jointly agreed governance framework in place for some 
top-tier strategic suppliers. Effective governance should comprise not only designation of senior 
executive sponsors at both customer and supplier and dedicated relationship managers, but also a 
face-off model connecting personnel in engineering, procurement, operations, quality and logis-
tics with their supplier counterparts; a regular cadence of operational and strategic planning and 
review meetings; and well-defined escalation procedures to ensure speedy resolution of problems 
or conflicts at the appropriate organizational level (Flynn, Huo & Zhao, 2010). 
 
The SRM office and supply chain function are typically responsible for defining the SRM gover-
nance model, which includes a clear and jointly agreed governance framework in place for some 
top-tier strategic suppliers. Effective governance should comprise not only designation of senior 
executive sponsors at both customer and supplier and dedicated relationship managers, but also a 
face-off model connecting personnel in engineering, procurement, operations, quality and logis-
tics with their supplier counterparts; a regular cadence of operational and strategic planning and 
review meetings; and well-defined escalation procedures to ensure speedy resolution of problems 
or conflicts at the appropriate organizational level. In an increasing competitive marketplace, 
firms are seeking new methods of enhancing competitive advantage. Today, purchasing is be-
coming a strategic function and a key factor in competitive positioning. With consolidation of 
firms within industries, supplier relationships are becoming more critical in the future. Firms 
have realized that collaborative business relationships improve a firm's ability to respond to the 
new business environment by allowing them to focus on their core businesses and reduce costs in 
business (Giannakis, 2007). 
 
Organizational performance refers to how well an organization achieves its market-oriented 
goals as well as its financial goals. The shor-term objectives of SRM are primarily to increase 
  
productivity and reduce inventory and cycle time, while long-term objectives are to increase 
market share and profits for all members of the supply chain. Any organizational initiative, in-
cluding supply relations management, should ultimately lead to enhanced organizational perfor-
mance. A number of prior studies have measured organizational performance using both finan-
cial and market criteria, including return on investment (ROI), market share, profit margin on 
sales, the growth of ROI, the growth of sales, the growth of market share, and overall competi-
tive position (Flynn, Huo & Zhao, 2010). 
 
1.1.1 Profile of Zaruq Wholesalers 
Zaruq wholesalers is one of the leading stores in Kenya, which started operation in 1996, the 
store deals with the distribution of fast moving consumer goods in major parts of the country. 
The stores currently employs 100 employees on permanent and temporary basis. The store plans 
to open major outlet across the East African region. 
1.2 Problem Statement 
In today’s competitive market, companies must focus scarce resources on the strategies most 
likely to yield success to their organization. Supplier relationships have become increasingly im-
portant in assuring this success. Outsourcing has become a common and profitable phenomenon 
and therefore, necessitates a more critical and comprehensive understanding of the buyer / sup-
plier relationship. Supplier relationship management is of great importance to every organization 
and if not handled with care the organization, will face numerous problems. Delayed deliveries, 
poor quality outputs due to faulty specifications, duplication of raw materials and continued 
threats of litigation by the suppliers due to delayed payments, is a common scenario. 
 
Contractual relationships have been hypothesized to have a significant effect on the performance 
of organizations but many firms that have engage d in contractual relationships with their suppli-
ers have been found  to still suffer from losses either owing to litigation costs or from  failure of 
suppliers to meet conditions stipulated. Firms engaged in vertical integration on the other hand 
despite benefiting from reduced lead times in the supply chain have been found not self-
sustaining owing to the concentration of the company’s efforts in a number of areas that are not 
core areas of operations. The value of this relationship therefore has been questioned with gains 
from this relationship hardly being quantifiable. Consequently some firms have preferred part-
  
nerships where the buyers and the suppliers collaborate through good will but the benefits of 
these relationships have hardly been studied and consequently its benefits have not been ascer-
tained. It is therefore against this background that the study aimed to assess the effects of the 
supplier relationship management on procurement performance.  
1.3 Objectives of the Study 
1.3.1 General Objective 
To determine the influence of supplier relationship management on procurement performance. 
1.3.2 Specific Objectives 
i. To find out the effect of value measurement on procurement performance 
ii. To establish the effect of technology on procurement performance 
iii. To identify the effect of organization structure on procurement performance 
iv. To establish the effect of collaboration on procurement performance 
1.4 Research Questions 
i. How does value measurement affect procurement performance? 
ii. To what extent does technology affect procurement performance? 
iii. How does organization structure affect procurement performance? 
iv. To what extent does collaboration affect procurement performance? 
1.5 Significance of the Study 
1.5.1 Government Institutions 
The findings of this study are resourceful to government institutions since they will understand 
the influence of supplier relationship management on procurement performance. This study 
could be used as an initiation for those who are interested to conduct a detailed and comprehen-
sive study in relation to supplier relationship management on procurement performance. 
1.5.2 Researchers 
This area of study will add to the pool of knowledge on the under researched area on influence of 
supplier relationship management on procurement performance. Future researchers will have a 
reference point from the information gathered that will contribute to understanding the factors as 
  
well as contributing to subsequent studies. It forms a basis for and stimulates research in order to 
develop a better understanding influence of supplier relationship management on procurement 
performance. 
1.6 Limitations of the Study 
1.6.1 Lack of Cooperation 
The study encountered various shortcomings; the issues of lack of cooperation from the targeted 
respondents was a major limitation since it made it difficult to collect data which was highly sen-
sitive. So as to overcome this, the researcher explained to the respondents the significance of the 
study on how they benefited which made them to fully cooperate with the researcher. 
1.6.2 Limited Scope 
The study was directed by four objectives, which may fail to give the required information on the 
influence of supplier relationship management on procurement performance. The objectives de-
ny the study an opportunity to cover a broad perspective and explore further on the area under 
the study. The study suggested further research to be conducted on influence of supplier relation-
ship management on procurement performance. 
1.7 Scope of the Study  
The study focused on Zaruq stores. The study gave emphasis on the influence of supplier rela-
tionship management on procurement performance. The study was carried out on January 2017 
to June 2017. The study targeted top management and junior staff of Zaruq stores. 
1.8 Summary 
This chapter contained the background of the study where the researcher concluded that supplier 
relationship management is of great importance to every organization and if not handled with 
care the organization, will face numerous problems. Delayed deliveries, poor quality outputs due 
to faulty specifications, duplication of raw materials and continued threats of litigation by the 
suppliers due to delayed payments, is a common scenario.It is therefore against this background 
that the study aimed to assess the effects of the supplier relationship management on procure-
ment performance. 
  
CHAPTER TWO 
LITERATURE REVIEW 
2.1 Introduction 
This chapter presents a review of literature comprising of the theoretical review of literature, the 
chapter ends with a critique of the review and the research that this study will seek to fill.  
2.2 Theoretical Framework 
2.2.1 Theory of Constraints  
The theory of constraints (TOC) is an overall management philosophy introduced by Eliyahu 
Goldratt in his 1984 book titled Goal, which is geared to help organizations continually achieve 
their goals. Goldratt adapted the concept to project management with his book Critical Chain, 
published in 1997. The theory of constraints (TOC) is a management paradigm that views any 
manageable system as being limited in achieving more of its goals by a very small number of 
constraints. There is always at least one constraint, and TOC uses a focusing process to identify 
the constraint and restructure the rest of the organization around it. TOC adopts the common 
idiom "a chain is no stronger than its weakest link." This means that processes, organizations, 
etc., are vulnerable because the weakest person or part can always damage or break them or at 
least adversely affect the outcome (Athanasopoulou, 2009). 
The underlying premise of the theory of constraints is that organizations can be measured and 
controlled by variations on three measures: throughput, operational expense, and inventory. In-
ventory is all the money that the system has invested in purchasing things which it intends to sell. 
Operational expense is all the money the system spends in order to turn inventory into through-
put. Throughput is the rate at which the system generates money through sales. Before the goal 
itself can be reached, necessary conditions must first be met. These typically include safety, 
quality, legal obligations (Buffington et al., 2007). 
The solution for supply chains is to create flow of supplies so as to ensure greater availability 
and to eliminate wastes such as surpluses which have a negative impact on organizational per-
formance. The TOC distribution solution is effective when used to address a single link in the 
supply chain and more so across the entire system, even if that system comprises many different 
  
companies. Because a chain is as strong as the weakest link, TOC can be used to identify the 
weaknesses in a supply chain and therefore get the solutions for the same. Relationship manage-
ment and particularly supplier relationship is a vital element in completing the supply chain. It is 
therefore important to ensure that relationships are managed well, such that there is no weak link 
within the supply chain as a result of poor relationships (Chang, Chiang & Pai, 2012). 
2.2.2 Commitment Trust Theory   
 
The commitment-trust theory of relationship management says that two fundamental factors, 
trust and commitment, must exist for a relationship to be successful. The theory was mentioned 
by Denscombe (2010) in his book “Relationship Marketing and Customer Relationship Man-
agement”. Relationship marketing involves forming bonds with suppliers by meeting their needs 
and honoring commitments. Diageo (2011) suggested that rather than chasing short-term profits, 
businesses following the principles of relationship marketing forge long-lasting bonds with their 
suppliers. As a result, suppliers trust these businesses, and the mutual loyalty helps both parties 
fulfill their needs. Enz & Lambert (2012), defined trust as the confidence both parties in the rela-
tionship have that the other party won’t do something harmful or risky. 
 
Businesses develop trust by standing behind their promises. Commitment involves a long-term 
desire to maintain a valued partnership. Eyaa & Ntayi (2010) concluded that desire causes the 
business to continually invest in developing and maintaining relationships with its customers. 
Through a series of relationship-building activities, the business shows its commitment to the 
suppliers. According to Enz & Lambert (2012) the results of a relationship based on commitment 
and trust are cooperative behaviors that allow both parties to fulfill their needs. Buyers not only 
get the product or service they’re paying for, but they also feel valued. 
2.2.3 Socio-Economic Theory of Compliance 
Flynn et al., (2010) propounded the socio-economic theory of compliance by integrating eco-
nomic theory with theories from psychology and sociology to account for moral obligation and 
social influence as determinants of individuals’ decisions on compliance. Hughes & Wadd,  
(2012) also adds that psychological perspectives provide a basis for the success or failure of or-
ganizational compliance. According to Lyons (1986), the legitimacy theory postulates that the 
organization is responsible to disclose its practices to the stakeholders, especially to the private 
  
and justify its existence within the boundaries of society. This theory, which focuses on the rela-
tionship and interaction between an organization and the society, provides a sufficient and supe-
rior lens for understanding government procurement system (Hughes & Wadd, 2012). 
2.3 Empirical Review 
2.3.1 Value measurement 
Information provided by the supplier performance will be used to improve the entire supply 
chain. Thus the goal of any good performance evaluation system is to provide metrics that are 
understandable, easy to measure and focused real value added results for both the buyer and sup-
plier (Mwirigi & Fred, 2011).SRM delivers a competitive advantage by harnessing talent and 
ideas from key supply partners and translates this into product and service offerings for end cus-
tomers (Tate, Ellram & Brown, 2009). 
One tool for monitoring performance and identifying areas for improvement is the joint, two-way 
performance scorecard. A balanced scorecard includes a mixture of quantitative and qualitative 
measures, including how key participants perceive the quality of the relationship. These KPIs are 
shared between customer and supplier and reviewed jointly, reflecting the fact that the relation-
ship is two-way and collaborative, and that strong performance on both sides is required for it to 
be successful (Mwirigi & Fred, 2011).  Advanced organizations conduct 360 degree scorecards, 
where strategic suppliers are also surveyed for feedback on their performance, the results of 
which are built into the scorecard. A practice of leading organizations is to track specific SRM 
savings generated at an individual supplier level, and also at an aggregated SRM program level, 
through the existing procurement benefit measurement systems. Part of the challenge in measur-
ing the financial impact of SRM is that there are many ways SRM can contribute to financial 
performance. These include cost savings (e.g., most favored customer pricing, joint efforts to 
improve design, manufacturing, and service delivery for greater efficiency); incremental revenue 
opportunities (e.g., gaining early or exclusive access to innovative supplier technology; joint ef-
forts to develop innovative products, features, packaging, etc. avoiding stock-outs through joint 
demand forecasting); and improved management of risk (Stock, 2010). 
 Performance is conceptualized as buyer’s purchasing cost, innovation and financial perfor-
mance, supplier’s operational and strategic performance and dynamic quality performance. Buy-
  
er supplier relationships are commonly evaluated as supply base reduction, communication and 
long-term relationship. Supplier relationship management (SRM), a subset of supply chain man-
agement, is concerned with understanding who your most important suppliers are and how you 
can focus your time and energy on creating and maintaining more effective strategic relation-
ships with them (Michel, Philippart, Verstraete & Wynen, 2008). 
 
2.3.2 Technology  
The sharing of information with supply chain partners is critical to the success of the supply 
chain. Information sharing is described by Ling & Ling (2012) as “frequent information updating 
among the chain members for effective supply chain management.” In this dynamic and unpre-
dictable world, an organization’s capability to access the right information at the right time holds 
the key to sustenance and longevity (Martinez, 2009). 
Effective two-way communication is demonstrated throughout the literature as essential to suc-
cessful supplier relationship Hughes & Wadd (2012) by creating rich knowledge. Giannakis 
(2007) discussed the critical nature of information sharing due to the necessity of providing the 
firm’s data to their supply chain partners in order for “operational connectivity” of an activity to 
occur. Strategic firm partners must provide each other with a landscape of data such as inventory 
levels, forecasts, sales promotion strategies, production runs, marketing plans and feedback to 
suppliers from supplier evaluation in order to reduce uncertainty between each other and to prop-
erly plan for their own business needs (Flynn et al., 2010). 
SRM encompasses a broad suite of capabilities that facilitate collaboration, sourcing, transaction 
execution and performance monitoring between an organization and its trading partners. SRM 
leverages the latest technology capabilities to integrate and enhance supplier oriented processes 
along the supply chain such as design-to- source, source-to-contract and procure-to-pay. SRM 
involves stream lining the processes and communication between buyer and supplier and using 
software application to enable these processes to be managed more efficiently and effectively 
(Enz & Lambert, 2012). SRM software varies by vendors in capabilities offered. Five key tenets 
of SRM systems include Automation, Integration, Visibility, Collaboration and optimization. 
Automation of transactional processes between an organization and its suppliers, integration that 
provides a view of the supply chain that spans multiple departments, processes and software ap-
  
plications for internal use and external partners. Visibility; of the information flow and processes 
flow within and between organizations. Views are customized by the role and aggregated via a 
single portal. Collaboration; through information sharing and suppliers’ ability to input informa-
tion directly into an organizations’ supply chain information system. Optimizing processes of 
making decisions through enhanced analyzing tools, i.e. warehousing and analytical processing 
(Eyaa & Ntayi, 2010). 
Emerging information and communication technology (ICT) can play an important role in public 
finance management by promoting greater comprehensiveness and transparency of information 
across government institutions. As a result, the introduction of Integrated Financial Management 
Systems (IFMIS) has been promoted as a core component of public financial reforms in many 
developing countries such as Kenya. Most of the procurement processes in Kenya public sector 
are still manual with the internet only being used for e-mails and web browsing. The factors for 
slow adoption include limited legislation, poor infrastructure, lack of awareness and top man-
agement support, integration with internal systems or solutions, lack of technical standards, lack 
of cooperation on the part of suppliers, and costs associated with adapting web-enabled purchas-
ing system (Diageo, 2011). 
 
2.3.3 Organization Structure 
An organizational structure defines how activities such as task allocation, coordination and su-
pervision are directed toward the achievement of organizational aims. Organizations need to be 
efficient, flexible, innovative and caring in order to achieve a sustainable competitive advantage
. 
Organizational structure can also be considered as the viewing glass or perspective through 
which individuals see their organization and its environment (Chang et al., 2012).  While there is 
no one correct model for deploying SRM at an organizational level, there are sets of structural 
elements that are relevant in most contexts: A formal SRM team or office at the corporate level; 
the purpose of such a group is to facilitate and coordinate SRM activities across functions and 
business units. SRM is inherently cross-functional, and requires a good combination of commer-
cial, technical and interpersonal skills. A formal Relationship Manager or Supplier Account 
Manager role; such individuals often sit within the business unit that interacts most frequently 
with that supplier, or may be filled by a category manager in the procurement function (Dens-
combe, 2010). 
  
These roles can be full-time, dedicated positions, although relationship management responsibili-
ties may be part of broader roles depending on the complexity and importance of the supplier 
relationship. SRM managers understand their suppliers’ business and strategic goals, and are able 
to see issues from the supplier’s point of view while balancing their own organization’s require-
ments and priorities. An executive sponsor; and for complex, strategic supplier relationships, 
then a cross-functional steering committee will do (Giannakis, 2007). These individuals form a 
clear link between SRM strategies and overall business strategies, serve to determine the relative 
prioritization among a company’s varying goals as they impact suppliers, and act as a dispute 
resolution body (Hughes & Wadd, 2012). The SRM office and supply chain function are typical-
ly responsible for defining the SRM governance model, which includes a clear and jointly agreed 
governance framework in place for some top-tier strategic suppliers. Effective governance 
should comprise of a face-off model connecting personnel in different departments such as pro-
curement, logistics, engineering quality and operations with their supplier counterparts, regular 
operational and strategic planning and review meetings and well-defined escalation procedures 
to ensure speedy resolution of conflicts at the appropriate organizational levels (Athanasopoulou, 
2009). 
The main advantage of this organizational structure is that each functional group has complete 
control over its segment of the project, enforcing in this way the application of standards across 
projects (Ling & Ling, 2012).The disadvantages of the functional organization are that of speed, 
flexibility and communication when attempting cross–functional projects. Since in a functional 
organization the work is divided between the departments, any query or request must be passed 
among department heads for approval, causing in this way delays. In addition, the responsibility 
of managing the project is shared among the functional managers (head of the departments) and 
this may cause lack of ultimate responsibility for project management (Martinez, 2009) 
2.3.4 Collaboration 
In practice, SRM expands the scope of interaction with key suppliers beyond traditional buy-sell 
transactions to encompass other joint activities which are predicated on a shift in perspective and 
a change in how relationships are managed, which may or may not entail significant investment. 
Such activities include, Joint research and development, more disciplined, systematic, and often 
  
expanded, information sharing and finally joint demand forecasting and process re-engineering 
(Ling & Ling, 2012). 
 
Operational collaboration which includes shared operational planning information, developing 
and sharing of forecasts, link order management system and joint capacity management system. 
Strategic collaboration which includes aligning customer requirements, sharing basic technolo-
gies, shared production engineering, developing joint market entry strategies and develop joint 
capital expenditures (Tate et al., 2009).Commitment is defined as the belief that a business part-
ner has an ongoing relationship with each other and continuous relationship, it is important to 
guarantee high and trying to maintain its commitment to a lasting relationship of limited help 
thus high procurement performance in firms (Kwon, 2004). (Stock, 2010). 
 
Michel et al., (2008) in his study argues that commitment has become an important issue in 
supply chain integration because effective planning is based on information shared among part-
ners that is an essential element for the successful integration making and high procurement per-
formance. Sharing information in certain circumstances requires the disclosure of financial in-
formation protected and other operational partners who maybe competitors in the market or in 
the future to become a competitor, with the expectation that supply chain partners do not misuse 
confidential information. Mwirigi & Fred (2011) in his study argues that committed buyer seller 
relationship and commitment to core concepts in various transactions between the company and 
its partners are considered to improve the procurement performance of a firm. To develop a last-
ing relationship, commitment and action in support of the transactions involved parties is re-
quired thus improving the procurement performance of a firm. Organizations to establish and 
maintain long-term relationships if such an obligation are mutual interest income. McCue & 
Johnson (2010)  suggests that any business transactions between supply chain partners will re-
quire sustained commitment from both sides to achieve their common goals of the supply chain." 
commitment to a partner in relation to play is key to achieving favourable results for both com-
panies, and has a direct impact on performance and positive. 
 
  
Trust, commitment, communication and mutual goals are noted to be vital elements that bring 
about effective supplier relationships. These elements have a positive impact on organizational 
performance. They not only enhance efficiency and reduction of costs through collaborative en-
gagements with suppliers but also strengthen the supplier’s involvement in the overall strategy of 
the organization (Mwirigi & Fred, 2011).Martinez, (2009) proposed that the dimensions of 
communication would function together in a specific combination based on channel conditions. 
They coined the phrase “collaborative communication strategy,” which was more likely to occur 
in relational structures, supportive climates and symmetrical power. As in Giannakis (2007), col-
laborative communication is defined in this research as a communication effort that emphasizes 
indirect influence strategy,formality and feedback in unison. 
 
Mwirigi & Fred, (2011) conducted a study on supplier relationship management and supply 
chain performance in the alcoholic beverage industry in Kenya. The specific objectives of the 
study was to establish the extent of SRM in alcoholic beverage industry; to determine the impact 
of SRM on supply chain performance in alcoholic beverage industry in Kenya and to determine 
the challenges faced in implementing SRM in alcoholic beverage industry in Kenya. The study 
adopted descriptive design to describe the impact of SRM on organizational performance. The 
target population and sample was from Procurement staff from alcoholic beverage industries. 
Regression analysis was used to determine the relationships between the variables. The study 
concluded that firms in the alcohol beverage industry are moving towards collaborative relation-
ships with their suppliers to improve on their supply chain performance. That SRM largely de-
pends upon four major aspects. Engagements with suppliers but also strengthen the supplier’s 
involvement in the overall strategy of the organization (Mwirigi & Fred, 2011). 
 
Mwirigi & Fred, 2011) in their study sought to establish the role of supply chain relationships in 
the growth of small firms in Kenya. The target population of the study was small enterprises that 
are loan clients of FAULU Kenya. To understand the role played by supply chain relationships 
among respondent firms, the study examined various relationships. The research found out that 
supply chain relationships play a critical role in the growth of small enterprises. They contribute 
to the growth and profitability of these firms in many ways. Findings of this study indicated that 
a strong sustainable relationship between an enterprise and its customers on one hand, and its 
  
suppliers on the other hand have a bearing on the speed of growth in transactions and profitabili-
ty. The study concluded that there is need for the process of creation of supply chain relation-
ships to be approached in a more structured way to enhance its role in the growth of small enter-
prises. 
2.4 Conceptual Framework 
Independent Variable                                                            Dependent Variable 
    Financial Accounting Information                                                      
      
 
 
 
 
 
Source: Researcher, (2017) 
Figure 2.1:Conceptual Framework 
2.4.1 Value Measurement 
Value measurement has great effect on procurement performance. By evaluating supplier per-
formance organizations hope to identify suppliers with exceptional performance or developmen-
tal needs, improve supplier communication, reduce risk and manage the partnership based on 
analysis of reported data. Performance on the other hand is how efficient and effective supplier 
relationship management solution help in achieving organizational objectives. 
2.4.2 Technology 
Technology greatly affect the procurement performance in the organization. As the suppliers are 
important and integral part of supply chain management and supplier management an important 
Value measurement 
Technology Procurement performance 
 Procurement efficiency 
 Competitive buying 
 Skilled staff 
 
Organization structure 
Collaboration 
  
part of any organization’s strategies, having the right information on suppliers and supplier’s per-
formance becomes imperative. Effective inter-organizational communication could be characte-
rized as frequent, genuine, and involving personal contacts between buying and selling person-
nel. 
2.4.3Organization Structure 
Organization structure has an effect on procurement performance. The interaction between pro-
curement department and other organization departments is important. An organization can be 
structured in many different ways, depending on its objectives. Organizational structure allows 
the expressed allocation of responsibilities for different functions and processes to different enti-
ties such as the branch, department, workgroup and individual (Diageo, 2011). 
2.4.4 Collaboration 
Collaboration greatly affect procurement performance. Commitment among buyers and suppliers 
brings the desire to develop a stable relationship, a willingness to make short-term sacrifices to 
maintain the relationship, a confidence in the stability of the relationship, and investments in the 
relationship thus improving procurement performance. The strategic focused outcomes model 
(SFOM) categorizes collaboration into three. These are Market collaboration which includes ac-
tivities such as shared merchandising, co-branding, joint selling and distribution channel man-
agement. 
2.5 Research Gaps 
The literature review confirms that allot has been gone on buyer supplier relationships. But little 
has been done on the effect of these buyer-supplier relationships on organizational performance. 
It’s therefore important to carry out a research on the effect of buyer-supplier relationships on 
organizational performance. The first aim of the paper is to develop a framework for measuring 
the relationship between integration and performance that incorporates different aspects of inte-
gration and explicitly takes into account the influence of business conditions. The second aim of 
the paper is to empirically investigate the above relationship by conducting a survey among sup-
pliers. Based upon the previous part, we developed a questionnaire that used to a large extent 
items and questions derived from earlier work. 
 
  
The past studies explained in theoretical review demonstrated an effort towards identifying the 
influence of supplier relationship management on procurement performance. Though this was 
conducted by different researchers with different views an effective conclusion was not arrived 
at, their studies involved suggestions and assumptions which could not be relied upon in times of 
identifying the influence of supplier relationship management on procurement performance. All 
the past researchers focused on the service delivery in general but they failed to clearly identify 
the exact factors, the information obtained failed to cover much of the areas under concern.    
 
 
 
 
 
 
 
 
 
 
 
 
  
CHAPTER THREE 
RESEARCH DESIGN AND METHODOLOGY 
3.1   Introduction 
Research design and methodology describes the type and source of data, the target population 
and sampling methods and the techniques that was used to select the sample size. It also de-
scribes how data was collected and analyzed. 
3.2 Research Design  
The research design was a descriptive research design that ensured collections and descriptive 
analysis of data from the population of study. Descriptive  design defined by Peil, (2005) as a 
Research design that determines and reports the way things are and attempts to describe such 
things as possible behavior, attitudes, values and characteristics.   A descriptive research adopted 
for this research. Zikmund (2010) defines a case study as an intensive study of a single unit with 
an aim to generalize across larger sets of units. The researcher therefore considers the case study 
to be ideal since data was gathered from Zaruq stores.  
3.3 Target Population 
The target population for the study comprised of top management, middle level management and 
junior staff and the target population of the study was as follows:  
Table 3.1 Target Population 
Category Target Population  Percentage 
Senior Staff 2                    4 
Middle Staff                   10                   19 
Support staff                   40          76 
Total 52                  100 
Source: Author (2017)  
  
3.4 Sample and Sampling Technique 
Census was used. Census was used to obtain a representative sample of the population. A sample 
is a small proportion of targeted population was selected using some systematic form. It enabled 
generalization of a population with a margin of error that is statistically determinable (Mugenda 
and Mugenda, 2003). The sample size was as follows:  
3.5 Data Collection Procedures 
3.5.1 Questionnaires 
Questionnaires were used as the main tools for collecting primary data from the residents. The 
types of questions used included both open and closed ended. Closed ended questions was used 
to ensure that the given answers are relevant. The research was phrased by the questions clearly 
in order to make clear dimensions along which respondents were analyzed. In open ended ques-
tions, space was provided for relevant explanation by the respondents, thus giving them freedom 
to express their feelings. This method was considered effective to the study in that; it created 
confidentiality. The presence of the researcher was required as the questionnaires were self-
administered.  
3.5.2Reliability and Validity 
According to Jackson (2009), validity is an indication of how sound your research is. More spe-
cifically, validity applies to both the design and the methods of your research. The validity of the 
questionnaire were determined using construct validity method. Construct validity is the degree 
to which a test measures an intended hypothetical construct. Researcher determined validity by 
asking a series of questions, and often looked for the answers in the research of others. Research 
requires dependable measurement.  (Nunnally) Measurements are reliable to the extent that they 
are repeatable and that any random influence which tends to make measurements different from 
occasion to occasion or circumstance to circumstance is a source of measurement error.  (Gay) 
Reliability is the degree to which a test consistently measures whatever it measures.  Errors of 
measurement that affect reliability are random errors and errors of measurement that affect valid-
ity are systematic or constant errors. Test-retest was used to determine the correlation (Cronbach, 
1990).   
  
3.6 Data Analysis Methods 
The primary data was processed by first editing it to detect possible errors; the questions were 
coded.  Both qualitative and quantitative data analysis techniques were used to analyze the data 
so as to bring out the relationship between the dependent and independent variables.  Qualitative 
data was processed and analyzed through identification of main themes from the in-depth inter-
views as per study objectives. The next step was the classification of responses according to ob-
jectives. The responses were then integrated into the themes using verbetim reports and frequen-
cy the theme occurred. The data was analyzed using qualitative and quantitative techniques. 
Qualitative method involved content analysis and evaluation of text material. Quantitative me-
thod involved the use of tables and charts. 
 
 
 
 
 
 
 
 
 
 
  
  
CHAPTER FOUR 
DATA ANALYSIS, PRESENTATION AND INTERPRETATION 
OF FINDINGS 
4.0 Introduction 
This chapter explains data analysis, presentation and interpretation of the research findings. The 
chapter gives an account of the processes, techniques and procedures applied to analyze, present 
and interpret the data gathered using the questionnaires. The chapter begins by explaining the 
analysis of response rate and describes the quantitative techniques adopted to analyze and 
present the research findings. 
4.1. Presentation of Findings 
4.1.1 Analysis of the Response Rate 
To effectively identify and analyze the respondents who participated in the study, the analysis of 
the response rate was carried out as shown in the table and the figure below; 
Table 4.1:  Analysis of the Response Rate 
Category Response    Percentage  
Response         50 96 
Non-response          2 4 
Total          52           100 
Source: Author (2017)   
 
 
 
 
  
Fig 4.1: Response Rate 
 
Source: Author (2017)   
Table 4.1 and Figure 4.1 shows the relationship between the sample size and the actual number 
of respondents who actively participated in the study.  The sample size represents the number of 
respondents who were issued with the questionnaires and the actual representative represents the 
number of respondents who filled and gave back the questionnaires. The table and figure thus 
shows that response rate percentage was; 96% responded and 4% did not respond. 
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4.2.2 Gender of Respondents 
On gender the analysis was as follows;  
Table 4.2: Gender 
Category Frequency Percentage 
Female        15     30 
Male        35     70   
Total        50  100 
Source: Author (2017)   
Fig 4.2: Gender 
 
Source: Author (2017)   
Table 4.2 and Figure 4.2 shows that majority of respondents were male which was 70% of the 
total response rate and 30% of the respondents who were female. This shows that there were 
more male than females who participated in the study since the organization is dominated by 
men. 
 
0
10
20
30
40
50
60
70
80
90
100
Female Male Total
30%
70%
100%
Percentage
  
4.2.3 Age of the Respondents 
Table 4.3: Age of Respondents 
Category Response Percentage 
18-30yrs           20    40   
31-40 yrs            22.5    45    
41-50yrs            5    10  
Above 51yrs            2.5     5 
Total 50 100 
Source: Author (2017)   
Fig 4.3: Age of Respondents 
 
Source: Author (2017)   
Table 4.3 and Figure 4.3 shows that 45% of the respondents were in the age bracket of 31-40 
years, 40%(18-30) years, 10% (41-50) years and 5% above 51 years which shows that majority 
of respondents in the organization were middle aged people who had the required knowledge on 
theinfluence of supplier relationship management on procurement performance. 
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4.2.4 Highest Education Level of Respondents 
Table 4.4: Highest Education Level 
Category  Response Percentage 
Secondary Level            5            10     
College level              20             40  
University level            25             50    
Total 50             100 
Source: Author (2017)   
Fig 4.4:  Highest Education Level 
 
Source: Author (2017)   
Table 4.4 and figure 4.4 shows that 50% of the total responses were university graduates, 40% 
college level and 10% secondary level. This indicates that most respondents were knowledgeable 
and provided reliable information on theinfluence of supplier relationship management on pro-
curement performance. 
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4.2.5 Working Experience of Respondents 
Table 4.5: Working Experience of Respondents 
Category  Response Percentage 
Below 1 year              2.5            5      
1-5 years             10           20  
6-10 years             20           40   
11-20 years             7.5           15     
21 years and above 5  20        
Total             50           100 
Source: Author (2017)   
Fig 4.5: Working Experience of Respondents 
 
Source: Author (2017)   
Table 4.5 and figure 4.5 shows 40% were in the working experience of (6-10) years, 20%(1-5) 
years, 20% 21 years and above, 15% (11-20) years  and (5%) 21 below 1 year which shows that 
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most respondents had worked in the organization for a long time and provided the required in-
formation for the study. 
 
4.2.6 To find out the effect of value measurement on procurement performance 
Table 4.6:Effect of Value of Measurement 
Category Frequency  Percentage  
Yes             37.5      75    
No             12.5       25   
Total             50        100 
Source: Author (2017)   
Fig 4.6:Effect of Value of Measurement 
 
Source: Author (2017)   
Table 4.6 and figure 4.6 shows the effect of value measurement on procurement performance. 
Majority of respondents who were 75%answered Yes as compared to 25% who answered No 
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which shows that value management greatly affected procurement performance as most organi-
zation were keen to measure whether the procurement process has value for money. 
 
Table 4.7:Extent of Value Management 
Category  Frequency Percentage 
Very high extent 12.5      25      
High extent                25      50  
Low extent                 7.5      15 
Very low extent                 5       10 
Total                 50        100 
Source: Author (2017)   
Fig 4.7:Extent of Value Management 
 
Source: Author (2017)   
Table 4.7 and figure 4.7 shows the extent of value management on procurement performance. 
Majority of respondents who were 50% indicated high extent, 25% very high extent, 15% low 
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extent and 10% very low extent, this shows that value management was largely used by organi-
zations to measure procurement performance. 
 
4.2.7 To establish the effect of technology on procurement performance 
Table 4.8:Effect of Technology 
Category Frequency  Percentage  
Yes 40        80     
No           10        20     
Total  50  100 
Source: Author (2017)   
Fig 4.8:Effect of Technology 
 
Source: Author (2017)   
Table 4.8 and figure 4.8 above shows the effect of technology on procurement performance. The 
figure presents that most of the respondents who were 80% answered Yes as compared to 20% 
who answered No which shows that technology greatly affected how the organization conducted 
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procurement activities as the most organization had integrated procurement activities with tech-
nology. 
 
Table 4.9:  Rate of Technology 
Category  Frequency Percentage 
Very high                 7.5         15   
High               12.5         25   
Low                25         50    
Very low 5         10  
Total 50          100 
Source: Author (2017)   
Figure 4.9:  Rate of Technology 
 
Source: Author (2017)   
Table and figure 4.9 above shows the rate of technology on procurement performance. Majority 
of respondents who were 50% indicated low, 25% high, 15% very high and 10% very low, this 
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shows that technology was not very well utilized by the organization to carry out procurement 
activities which led to low efficiency hence negatively affecting procurement performance. 
 
4.2.8To identify the effect of organization structure on procurement performance 
Table 4.10: Effect of organization structure 
Category Frequency  Percentage (%) 
Yes               42.5           85     
No               7.5            15  
Total 50            100 
Source: Author (2017)   
Fig 4.10:Effect of Organization Structure 
 
Source: Author (2017) 
Table 4.10 and figure 4.10 shows theeffect of organization structure on procurement perfor-
mance, majority of respondents who were 85% answered Yes as  compared to 15% who ans-
wered No which shows that organization structure has a major influence on the performance of 
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procurement function, collaborating between procurement department and other departments 
should influence how the organization functions. 
Table 4.11:Extent of Organization Structure 
Category  Frequency Percentage 
Very high extent            5       10     
High extent            5       10   
Low extent           30       60  
Very low extent           10       20 
Total 50       100 
Source: Author (2017)   
Figure 4.11 Extent of Organization Structure 
 
Source: Author (2017)   
Table and figure 4.11 above shows the extent of organization structure on procurement perfor-
mance, majority of respondents who were 60% indicated low extent, 20% very low extent, 10% 
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high extent and 10% very high extent which shows that the organization structure determined 
how efficient the procurement function conducted its activities, a complex organization structure 
led to inefficiency in procurement activities. 
4.2.9 To establish the effect of collaboration on procurement performance 
Table 4.12Effect of Collaboration 
Category Frequency  Percentage (%) 
Yes               32.5          65  
No 17.5           35   
Total               50          100 
Source: Author (2017)   
Fig 4.12:Effect of Collaboration 
 
Source: Author (2017)   
Table 4.12 and figure 4.12 above shows theeffect of collaboration on procurement performance. 
Majority of respondents who were 92% answered Yes as compared to 8% of the respondents 
who answered No, this shows that collaboration had a major influence on procurement perfor-
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mance since collaboration between buyers and suppliers aims at improving the quality of goods 
and services supplies to the organization. 
Table 4.13:Rate of Supplier Collaboration 
Category  Frequency Percentage 
Very high             5       10     
High             7.5        15 
Low            22.5         45 
Very low             15          30   
Total            50         100 
Source: Author (2017)   
Figure 4.13 Rate of Supplier Collaboration 
 
Source: Author (2017)   
Table and figure 4.20 above shows the rate of supplier collaboration on procurement perfor-
mance, majority of respondents who were 45% indicated low, 30% very low, 15% high and 10% 
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very high which shows that the organization did not take supplier collaboration very seriously 
which affected procurement performance. 
4.3.1 Personal Information 
On gender, majority of respondents were male which was 70% of the total response rate and 
30% of the respondents who were female. On age, 45% of the respondents were in the age 
bracket of 31-40 years, 40%(18-30) years, 10% (41-50) years and 5% above 51 years. On highest 
education level, 50% of the total responses were university graduates, 40% college level and 
10% secondary level. On working experience, 50% were in the working experience of (6-10) 
years, 20%(11-20) years, 15%(1-5) years, 5% below 1 year and (1%) 21 years and above. 
4.3.2 Values Measurement 
The effect of value measurement on procurement performance. Majority of respondents who 
were 75%answered Yes as compared to 25% who answered No. the extent of value management 
on procurement performance. Majority of respondents who were 50% indicated high extent, 25% 
very high extent, 15% low extent and 10% very low extent. 
4.3.3 Technology 
The effect of technology on procurement performance. The figure presents that most of the res-
pondents who were 80% answered Yes as compared to 20% who answered No. The rate of tech-
nology on procurement performance. Majority of respondents who were 50% indicated low, 25% 
high, 15% very high and 10% very low. 
5.2.3 Organization Structure 
Theeffect of organization structure on procurement performance, majority of respondents who 
were 85% answered Yes as compared to 15% who answered No. The extent of organization 
structure on procurement performance, majority of respondents who were 60% indicated low 
extent, 20% very low extent, 10% high extent and 10% very high extent. 
5.2.4 Collaboration 
Theeffect of collaboration on procurement performance. Majority of respondents who were 92% 
answered Yes as compared to 8% of the respondents who answered No. The rate of supplier col-
  
laboration on procurement performance, majority of respondents who were 45% indicated low, 
30% very low, 15% high and 10% very high. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  
CHAPTER FIVE 
5.0 SUMMARY OF FINDINGS; CONCLUSION AND RECOMMENDATION 
5.1 Introduction 
This chapter discusses the research findings, conclusion and recommendations of the research 
study. The chapter explains the influence of supplier relationship management on procurement 
performance. Research questionnaires were answered from the study findings, conclusion of the 
study were drawn, recommendations and suggestions for further studies were discussed.  
5.2 Summary of Findings 
5.2.1 How does value measurement affect procurement performance? 
The effect of value measurement on procurement performance. Majority of respondents who 
were 75%answered Yes as compared to 25% who answered No. the extent of value management 
on procurement performance. Majority of respondents who were 50% indicated high extent, 25% 
very high extent, 15% low extent and 10% very low extent. 
5.2.2 To what extent does technology affect procurement performance? 
The effect of technology on procurement performance. The figure presents that most of the res-
pondents who were 80% answered Yes as compared to 20% who answered No. The rate of tech-
nology on procurement performance. Majority of respondents who were 50% indicated low, 25% 
high, 15% very high and 10% very low. 
5.2.3 How does organization structure affect procurement performance? 
Theeffect of organization structure on procurement performance, majority of respondents who 
were 85% answered Yes as compared to 15% who answered No. The extent of organization 
structure on procurement performance, majority of respondents who were 60% indicated low 
extent, 20% very low extent, 10% high extent and 10% very high extent. 
 
 
 
  
5.2.4 To what extent does collaboration affect procurement performance? 
Theeffect of collaboration on procurement performance. Majority of respondents who were 92% 
answered Yes as compared to 8% of the respondents who answered No. The rate of supplier col-
laboration on procurement performance, majority of respondents who were 45% indicated low, 
30% very low, 15% high and 10% very high. 
5.3 Conclusions 
On gender, there were more male than females who participated in the study since the organiza-
tion is dominated by men. On age, majority of respondents in the organization were middle aged 
people who had the required knowledge on theinfluence of supplier relationship management on 
procurement performance. On education level, most respondents were knowledgeable and pro-
vided reliable information on theinfluence of supplier relationship management on procurement 
performance. On working experience, most respondents had worked in the organization for a 
long time and provided the required information for the study. 
Value management greatly affected procurement performance as most organization were keen to 
measure whether the procurement process has value for money. Value management was largely 
used by organizations to measure procurement performance. By evaluating supplier performance 
organizations hope to identify suppliers with exceptional performance or developmental needs, 
improve supplier communication, reduce risk and manage the partnership based on analysis of 
reported data . 
Technology greatly affected how the organization conducted procurement activities as the most 
organization had integrated procurement activities with technology. Technology was not very 
well utilized by the organization to carry out procurement activities which led to low efficiency 
hence negatively affecting procurement performance. Information sharing contributes to the im-
provements in visibility between firms, production planning, inventory, product quality as well 
as creating easier transitions when engaging in new product development projects, encourages 
commitment and cooperation and helps the buyer and seller through the adaptation of processes 
Organization structure has a major influence on the performance of procurement function, colla-
borating between procurement department and other departments should influence how the or-
ganization functions. The organization structure determined how efficient the procurement func-
  
tion conducted its activities, a complex organization structure led to inefficiency in procurement 
activities. The structure of an organization will determine the modes in which it operates and per-
forms.  
Collaboration had a major influence on procurement performance since collaboration between 
buyers and suppliers aims at improving the quality of goods and services supplies to the organi-
zation. The organization did not take supplier collaboration very seriously which affected pro-
curement performance. Important variable for procurement performance success is the commit-
ment of supply chain partners willing to invest resources to achieve long-term success is sacrific-
ing short-term interests. 
5.4 Recommendations 
5.4.1 Value Measurement 
Organizations should adopt value measurement a performance measure as a way of identifying 
suppliers. The value measurement should ensure that the suppliers adhere to the quality standards 
in the organization. Values measurement should ensure that the organization does not fall into 
the risk of poor evaluation of suppliers. The organization should regularly the values measure-
ment used on suppliers. 
5.4.2 Technology 
The organization should integrate procurement activities with modern technology to improve 
performance of the procurement department. Technology should reduce the cost of procurement 
activities and ensure efficiency. The organization should ensure that the organization integrate all 
procurement activities to go hand in hand with changing technology. Information technology 
should be used for information sharing which should contribute to the improvements in visibility 
between firms, production planning, inventory, product quality as well as creating easier transi-
tions. 
5.4.3 Organization structure 
The organization should adopt a simplified organization structure which works well with the 
procurement department. The organization structure should ensure coordination and collabora-
tion with the procurement department through clear lines of communication. The structure of an 
  
organization should determine the modes in which it operates and performs. The performance of 
the procurement department should be due to an efficient organization structure. 
5.4.4 Collaboration 
Procurement departments should ensure there is efficient collaboration between the organization 
and the buyer. Collaboration between buyers and suppliers should aim at improving the quality 
of goods and services supplies to the organization. The organization should aim at developing 
suppliers to work better with the organization.  
5.5 Suggestion for Further Studies 
The study was to identify the influence of supplier relationship management on procurement per-
formance. The study findings narrowed into the four factors that influence of supplier relation-
ship management on procurement performance. There are other factors that influence of supplier 
relationship management on procurement performance have not been identified in the study. 
Suggestion for further studies is therefore advisable to contribute towards identification of more 
other factors that influence of supplier relationship management on procurement performance 
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APPENDIX I: QUESTIONNAIRE 
Please tick the most appropriate response to questions. 
SECTION A: GENERAL INFORMATION 
1. Gender :  
Male 
  
Female     
  
2. Indicate age bracket:       
 18-30 yrs 
  31-40 yrs  
 41-50 yrs  
 Above 51 yrs  
3. Highest Education Level 
 Secondary level 
 College level 
 University level 
Any other please specify....................................................................... 
4.  Working experience 
 Below 1 year 
 1-5years 
 6-10 years 
 11-20 years 
 21 and above 
  
 
 
 ii 
 
 
SECTION B: VALUE MEASUREMENT 
5. Does value measurement affect procurement process? 
 Yes     [    ] 
 No     [    ] 
Explain......................................................................................................................................
...................................................................................................................................................
............................................................................................................ 
6. If Yes, in 5 above, to what extent does value measurement affect procurement 
performance? 
  Very high extent   [    ] 
High extent    [    ] 
Low extent     [    ] 
Very low extent   [    ] 
 
SECTION C:  TECHNOLOGY 
7. Does technology affect procurement performance? 
Yes     [    ] 
No                                  [    ] 
Explain your answer. 
............................................................................................................................................................
............................................................................................................................................................
......................................................................... 
 
 8. If Yes in 7 above, how do you rate technology on procurement performance? 
 iii 
 
  Very good    [    ] 
  Good     [    ] 
  Poor     [    ] 
  Very poor    [    ] 
SECTION D:ORGANIZATION STRUCTURE 
9. Does organization structure affect procurement performance? 
Yes      [    ] 
No      [    ] 
Ex-
plain....................................................................................................................................................
............................................................................................................................... 
10. If Yes in 9 above, to what extent does organization structure affect procurement 
performance? 
Very high extent     [    ] 
High extent      [    ] 
Low extent      [    ] 
Very Low extent     [    ] 
 
SECTION E: COLLABORATION 
11. Does collaboration affect procurement performance? 
 
Yes                                      [    ] 
No                                        [    ] 
 iv 
 
Ex-
plain....................................................................................................................................................
............................................................................................................................... 
12. If Yes in 18 above, how do you rate collaboration on procurement performance? 
Very good                                      [    ] 
 Good                                              [    ] 
Poor                                                  [    ] 
Very poor                                         [    ] 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
